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1974 CARS & TRUCKS INDEX 


BY SUBJECT AND TITLE—VOLUME 46/JANUARY THROUGH DECEMBER 


ADVERTISING 


The Case For Newspapers—Jan., p. 80 

Advertising Substantiation—May, p. 6 

Getting The Most From Your Advertising— 
May, p. 43 

Revised Advertising Standards—Oct.. p. 1 

Ready-Made Dealer Advertising Takes A 
Credible Position—Nov., p. 25 

Testing Service—Dec.. p. 2 


ATAM tNPUT 


ATAM Input—Jan., p. 59 
ATAM Input—Feb.. p. 41 
ATAM iInput—Mar.. p. 41 
ATAM Input—lJune, p. 5] 
ATAM input—luly, p. 

ATAM Input—Sept., p. 22 


ATAM Input—Nov., p. 4] 


AUTO MANUFACTURERS 


Behind The Times—Jan., p. 80 
Educational Grant—Jan., p. 80 

More Small Fords—May, p. 5 

Fleet Credit Cards For Ford—June, p. 2 
Think Big—June, p. 2 

More Steel From Ford—Aug., p. 2 
AC-Deico Consolidate—Sept., p. 1 
Roiary Engine Plans Halted—Nov., p. 2 
Saab Remains Unconverted—Dec.. p. 1 


AUTO SHOWS 


Other Show Tips—Jan., p. 9 
Nostalgia: The Classic Cars—Mar., p. 48 


AWARDS 


Dealers Of “Quality”°—Mar., p. 35 

Fine And Dandy—Mar.. p. 47 

Scholarships Anyone?—July, p. 40 

Past NADA President Honored—Nev., p. 
44 

4 Fine “Time? For Dealers Of Quality— 
Dec., p. 40 


BUSINESS MANAGEMENT 


All In The Title—Jan., p. 79 

Starting A Four-Day Work Week—Apr., p. 
34 

Alternate Investments For The Automobile 
Dealer—Apr., p. 45 

How The Automobile Dealer Can Reinvest 
In His Own Business—Apr., p. 48 

Increase Employee Motivation And Dealer 
Profit With Management Compensation 
Plans—Apr., p. 51 

The Multiple Aspects Of Multiple Dealer- 
ships—May, p. 41 

Planning For Profit—May, p. 49 

Molding Managerial Muscle—May, p. 63 

Planning For Today. . 
July, p. 8 

Fleet Business Can Help Your Ship Come 
In—July. p. 10 


. And Tomorrow— 
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Anatomy Of A Manager—July, p. 14 

Caveat Emptor—Aug., p. 44 

The Businessman—Sept., p. 7 

“Plan For Profits” Proves Successful—Sept., 
p. 28 

New Ford Computers—Nov., p. 1 


COMMUNITY RELATIONS 


CoC Actions—Jan., p. 6 

Good Deed Of The Month—Jan., p. 79 

Cooking In The Car—Jan., p. 80 

New Pennsylvania Association Publica- 
tion—Jan., p. 80 

X-Rated Railroad—Jan., p. 80 

New Intercollegiate Sport—Mar., p. 47 

On The Wheels Of Music—May, p. 64 

Auto Names Bring Moans—June, p. 55 

Goldie Oldie—July, p. 40 

Know Your Limit—Aug., p. 2 

The Search For Good American Drivers— 
Aug., p. 26 

Wanted By The FBI—Aug., p. 36 

A Good image Begins At Your Facility— 
Sept., p. 46 

Easy Riding—Sept., p. 47 

Highway Driiling—Sept.. p. 48 

To Russia With Love—Sept., p. 48 

Tea Time—Sept., p. 48 

Ford And The NFL Team Up—Oct., p. 2 

Helping Your Community Can Help You— 
Nov... p- 29 

Presidential Love Affair—Nov., p. 43 

Horse Power—Dec., p. 64 


CONVENTION & EXPOSITION 


Equipment Exposition: On-The-Spot Shop- 
ping Center—Jan.. p. 10 

NADA Convention Proceedings—Apr., p. 9 

NADA’s 58th Annual Convention And Ex- 
position: The Purpose Is Profit—Dec., p. 

8 

Equipment Exposition: General Store Atmos- 
phere With Modern Day Merchandise— 
Dec.,*p. 18 

From The ‘Woman’s Point Of View—Dec., 
». 3 

The People Behind The Scenes—Dec., p. 42 


CONSUMER RELATIONS 


Report Card Time—Jan., p. 80 

Portrait Of A Dealer: Martha Lester—May, 
p. 36 

Building Public Confidence In Your Service 
Operation—Aug., p. 38 

The Not-So Silent Majority—Sept., p. 26 

Building Customer Confidence Through AU- 
TOCA P—Sept.. p. 30 


CONSUMERISM 


Consumerism: A Guideline For Dealers— 
Apr., p. 49 
The Automobile Dealer And Consumerism— 


0 
June, Dp. OO 


Weshington, D.C. Area Dealers On Top Of 


Consumerism—Dec., p. 50 


COOPERATIVES 


Increase Your Purchasing Power: Join A 
Co-op—Apr., p. 46 
Ups-And-Downs—Oct.. p. 48 


DEALERSHIP FACILITIES 


Modernize With An All-Glass Showroom- 
Feb., p. 34 

Preplanning A New Dealership Facility: An 
Oft Neglected Consideration—Apr., p. 44 

The Case For An In-House Computer—May, 
p. 44 

Plan Now For That New Facility—May. p. 
46 

Rent Or Buy—Sept.., p. 16 

Danish Departure—Oct., p. 48 

New TVR Dealerships—Nov.. p. 2 

Chevy Ferris Wheel—Dec.. p. 2 

The Parking Potential—High-Rises For 
Higher Profits—Dec., p. 56 


DEPARTMENT OF LABOR 
OSHA—Collective Groans—Apr., p. © 


DEPARTMENT OF TRANS- 
PORTATION 


Better Drivers—Jan., p. 6 


DESIGN 


Pretty Important—Jan., p. 9 

Electric Vehicles: Answer To City Driving 
Problems?—Jan., p. 42 

Alternative Power Systems For Vehicles— 
Feb., p. 35 

A Fiat Subway Car?—Feb., p. 47 

Helping Motorists To Heip Themselves 
Feb., p. 47 

No Buckle-Up Needed—teb.. p. 48 

It’s A Gas—Mar., p. 48 

Fishing For Tires—Mar.. p. 48 

A Boost For Brakes—July. p. 2 

Another Better Idea—Oct.. p. 47 

Mirror Image—Oct., p. 48 

Plastics Hall Of Fame—Oct., p. 

How Fast Is Too Fasi?—Nov., p. 27 


ENERGY 


Simon New Energy Chief——Jan., p. 5 

Energy Shortages—Jan - po 

Energy Research Funds Asked—Jan., 

More Than 50 MPH---Jan.. p. 5 

Radials Save Gas—Jan., p. 6 

A “Slight” Reduction—Jan.. p. 9 

If it Comes To Rationing—Feb., p. 

The Energy Chamber—Feb.. p. 5 

The Energy Crisis—Feb.. p. 9 

The Evolution Of An Energy Crisis- 
p. lO 

Trying To Stem Oil Ebb Tide—Feb., ; 

By The Year 2000 . . . What?—-¥et 
28 

Hoarders. Beware—lFeb.. p. 48 


AAA Tells It Like It Is—Mar.. p. 1 





(ENERGY CONT.) 


Fuel Allocations Issued——Mar., p. 1 

President’s Energy Proposals—Mar.. p. 1 

Fveryone Into The Pool—Mar., p. 47 

Reaction, Not Overreaction—Mar., p. 4 

The Energy Situation: As The Administra- 
tion Sees It—Apr., p. 24 

The Wide-Ranging Ramifications Of The 
Energy Situation—Apr., p. 26 

Report From The Oil Industry—Apr., p. 28 

Plenty Of Nothing—Apr., p. 71 

4 “No” To Government Oil Corp.—May, p. 
6 

Business Butiders—May, p. 22 

Fuel Of The Future—May, p. 63 

Wasting Fuel—May, p. 64 


> 
> 


Energy Hotline—May. p- 64 

High Energy Prices—June, p. 1 

Put Vodka In Your Volkswagen—June, p. 
56 

No Gas Shortages For Rest Of ’74—July, 
p. } 

Overdrive For “75—Sept., p. 1 

And Profit—Oct., p. 47 

Market In, Government Out——Nov., p. 2 

Inflation Information—Dec.. p. 1 


ENVIRONMENTAL 
AGENCY 

EPA Rolls On—Feb., p. 5 

Get The Lead Out—Mar., p. 2 

EPA Upsets Others—Mar., p. 2 

EPA Mileage Tests—June, p. 1 


PROTECTION 


FINANCE & INSURANCE 


Estate Planning: A Proteciive Umbrella For 
The Dealer’s Wife And Family—Apr., p. 
50 

Finance And Insurance: Do It Yourself— 
June. p. 40 

Finance And Insurance—FExtra 


Opportunities—June, p. 43 


Revenue 


FORECASTS 


A Chilling Thought—Jan.. p. 9 

Other Chemical Analysis—Jan.. p. 9 
Good News And Bad News—Jan., p. 9 
Six-Packs Responsible, Too?—Mar., p. 47 
No Freeze On Anti-Freeze—Nov., p. 1 


GUEST EDITORIAL 


Thomas J. McIntyre, 
N.H.)—Jan., p. 1 
George P. Schultz. Secretary, U.S. Dept. Of 

The Treasurery—Feb., p. 1 
Louis C. Wyman. U.S. Congressman (R- 
N.H.)—Apr., p. 1 
Frank E. Evans. U.S. 
Colo. )—May,. p. 1 


U.S. Senator (D- 


Congre8sman (D- 


HIGHWAYS 


Signs Of The Times—Feb., p. 48 
Animal Lovers—Sept., p. 48 


[IDEA OF THE MONTH 


The Only True Profit Insurance—Jan., p. 
36 

“Crisis” Marketing Tip For TV Dealers— 
Feb., p. 39 

Idea Of The Month—Mar.. 

4 Mujjier Center For 
ship—May, pP- 29 

Stumulate Your Sales Force—June, p. 36 


p. 34 


Your Dealer- 


[IMPORTS 


Datsun Test Track—Mar., p. 2 


Import Dealers Against Quotas—Apr., p. 6 
Imports: Operating In A 


ket—-Apr.. p. 52 


Changing Mar- 


Import Car Industry Today—May, p. 9 
What The Importers Think—May, p. 10 


Surveying The Field Of Imported Cars 
May, p- 14 

Import Car Franchises: What Are The Pros- 
pects?—May, p. 2] 

Anatomy Of A Decision: Becoming An Im- 
ported Car Dual Dealer—May, p. 24 
How To Operate An Exclusive Import Deal- 
ership In Today’s Market—May, p. 30 
Service And Parts For The Import Dealer— 
Sister Aids To Better Business—May, p. 

34 
New Datsun Regional Center—June, p. 2 
Another Oriental Import—June, p. 56 
Dumping Golf Caris?—July, p. 40 
Volvo Venture—Aug., p. 44 
Come Fly With Us—Aug., p. 44 
Renault Shifts Gears—Sept., p. 2 


INDUSTRY LEADERS 


Fifty Years With Ford—Aug., p. 25 
Half Century Note—Dec., p. 2 


Hail & Farewell—Dec.., p. 43 


INTERNAL REVENUE SERVICE 


IRS Is Gonna Get Gas Gougers—Mar., p. 
] 

April 15 Is Almost Upon Us—Mar., p. 48 

Tax Changes—Apr.. p. 6 


LABOR 


Auto Factory Layoffs—Jan., p. 5 
Auto Layoffs Task Force—Mar., p. 1 


LEGISLATION 


Legislative Wrapup—Feb., p. 5 

President Vetoes Energy Bill—Apr., p. 5 

Equal Employment—The Picture Js Clear— 
Apr., p. 43 

Go Slow On 55—Sept., p. 2 

Lemon Law—Nov., p. 4: 


MANUFACTURER EXPANSION 


Do-It-Yourself-Project Is A Gasser—Jan., p. 
9 


Meeting The Demand—Apr., p. 5 


MASS TRANSIT 


For Better Or For Worse—Jan., p. 79 
Mass HIGHWAY Transit—Feb., p. 6 
The People’s Choice—Feb., p. 48 
Busing For Fun—Oct., p. 47 
Double-Deckers Go West—Nov., p. 43 
Rails Or Rubber—Nov., p. 44 


MECHANIC CERTIFICATION 


Learning By Doing—Feb., p. 47 

Mechanics Certification: The Time Is 
Now—Apr., p. 35 

Mechanics Certification News—May, p. 6 

Mechanic Certificaition: Turning Pride Into 
Profit—Aug., p. 22 

A Student’s ‘Lot Is Not A Happy One 
p. 43 

NIASE Certification—Sept., p. 1] 


Aug., 


NADA ACTIVITIES 


Keeping An Eye Out For Dealers’ Inter- 
ests Feb. , p- 33 

1973 NADA President’s Report To Mem- 
bers—Apr., p. 16 

Acceptance Remarks By 1974 NADA Pres- 
ident Hugh R. Gibson—Apr., p. 20 

Report Of The NADA Governmental Rela- 
tions Committee—Apr., p. 30 

Report On Industry Relations—Apr., p. 32 

NADA Furthers Dealers’ Rights Through 
Improved Franchise Apreements—Mav, 
p. 5 

NADA 
June, p. 1 

Retiring Oklahoma 
June, p. 2 

American Truck Dealers Division—What It 


Requests OSHA Amendments— 


Director Honored— 


Can Mean To You—June, p- 9 

The Results Count—NADA Performance 
Analysis Groups—June,. p. 39 

Report From The Office Of The NADA Leg 
islative Council—Sept., p. 8 

NADA OSHA Program Gains Decler Accep 
tance—Sept., p. 18 

Blueprint Of An NADA Director—Sept., p. 
42 


NEW CARS 


VW’s Dashing Newcomer—Apr., p. 71 

More Small Fords—May, p. 5 

Chrysler Compact And Subcompact—\iay, 
p. 6 

World Cars 1974—May, p. 63 

New Bricklin Dealers—June, p. 1 

There'll Be Some Changes Made—July, }p. 
] 

Detroit Premiere—Oct., p. 6 

Ringing In The New Model Year—Oct.. >. 
21 


NORTHWOOD 


Automotive Hall Of Fame—Right On Tar 
get—July, p. 28 

The Northwood Institute Story—Aug., p. 34 

Northwood Institute Pilots Automotive Van- 
agement Courses—Sept., p. 40 


OUTLOOK 


Brookings Energy Outlook—Apr.. p. 6 
Rubbery Prediction—July, p. 39 
The Price Of Business—Aug., p. 1 


PARTS 


GM Parts—Mar.. p. 2 

For Efficient Parts Merchandising—l'se 
Computers—May, p. 50 

Chrysler Kit—June,. p. 2 

Parts Merchandising—A Guideline For 
Small Dealers—July, p. 22 

Fool-Proofing Your Parts Inventory Con- 
trols—July, p. 26 

No Gimmicks—Just Success—July, p. 27 


POLLUTION 


Catalyst Damage—Jan., p. 6 

New Jersey Exhaust—Mar., p. 2 

Coughing Fish Become Pollution Watch- 
dogs—June, p. 56 

Beating Federal Raps?—July, p. 2 

1975: The Year Of The Catalytic Con- 
verter——Aug.. p. 6 


QUOTE OF THE MONTH 


William G. Morgan, General Sales Man- 
ager, American Motors Corp.—Jan., p. 
63 

Kenneth C. Vaughan, Petroleum Consul- 
tant—Feb., p. 40 

Lee A. lacocca, President. Ford Motor 
Co.—Mar., p. 30 

Willard F. Rockweil, Jr.. Chairman, Rock- 
well International Corp.—June, p. 10 

Ernest S. Starkman, Vice President. General 


9 


Motors Corp.—July, p. 2+ 


RECREATIONAL VEHICLES 


Hydrogen-Powered RV—May, p. 64 

The RV Industry—Alive And Well In 
America—June, p. 37 

Selling Recreational Vehicles—June, p. 55 

The Fun Machine—June, p. 55 

New RV Warranty-—Aug., p. 2 

Deliquencies Down—-Sept., p. 47 

Recreational Vehicle Industry Rebounds 
After Turbulent 16 Months—Nov.,. p. & 

Dean Bailey’s Double Exposure—-Nov., p. 
18 

RVs—Winners Oa The Rebound-—Nov., p. 


me 





SAFETY 


Safer Seat BRelts?—Jan., p. 6 

Boys Will Be Boys—Jan., p. 9 

Seat Belt Laws Constitutional—Jan., p. 79 

Race Drivers Off The Track—Jan., p. 80 

Extra Gas Tanks—Beware—F eb., p. 6 

Seat Belt Laws—Feb., p. 6 

Tomorrow’s Drivers Today—Feb., p. 47 

Hail And Farewell!—Mar., p. 47 

Safe Driving Contest—Apr., p. 71 

Larger Cars Are Safer—Apr., p. 71 

For A Safer Tomorrow—July, p. 1 

Increasing Child Safety—Aug., p. 1] 

New Safety Vehicle—Aug., p. 2 

Seat Belt Scenario—Se e p. 2 

Computer Cop—Nov., 44 

Watch What We Say, Not What We 
Dec., p. 64 


Do— 


SALESMEN 


Auto Salesmen’s Commission Plans—June, 
p. 44 

Selecting Dealership Personnel—Sept., p. 
32 

King Of The All Night Movie Show—Nov., 
p. 12 


SALES & MERCHANDISING 


Timely Sales Tips—Jan., p. 79 

Sales Compensation: Individual Programs 
For Individual Dealerships—Apr., p. 41 

Selecting Top Producers For Profit—Apr., 
p. 42 

Sales Management . . . To Produce A 
Profii—July, p. 7 

Avoiding Departmentalization In New And 
Used Car Merchandising—July, p. 19 

On The Sunny Side Of Profits—Sept., p. 
12 

Car Language—Oct., p. 1 

Third Best Year—Oct., p. 2 


SECURITY 
Building A Secure Dealership—Apr., p. 40 


SERVICE 


What Causes Engine Bearing Fail- 
ures?—Jan., p. 46 

Eliminate “Service Customer-Killer” By 
Developing Quality Of Service—Jan., p. 
56 

Give “Waiters” Something To Do—Feb., p. 
37 

Sell Service . . . Save Energy—Feb., p. 38 

Stumped? Call The Computer For Assis- 
tance—Feb., p. 47 

What Dealers Should Know About Body 
Shop Operations—Apr., p. 38 

Recruiting And Training Key People For 
Your Back Shop—May, p. 40 

Your Service Department: The Moneymaking 
Potential—May. p. 46 

How Shop Trak Works—An Added Profit- 
Maker For The Modern Dealer—June, p 
42 


My Friend The Computer—July, p. 2 

Tighten Up Your 
ment—Aug., p. 5 

Look Out For Those Towing Service Perils— 
Aug., p. 16 

Losing Inches—Aug., p. 44 

A New Way To Save Money—Oil Analy- 
sis—Sept., p. 34 

On-Site Exhaust System Fabrication—Oct., 
p. 12 

Lower Temperatures Mean Higher Profits— 
Oct., p- 14 

Using A Combustion Efficiency 
Oct., p. 16 

Does Your Customer Really Have Piston 
Ring Troubles?—Nov., p. 15 

Look Out For Those Towing Service Perils 
On Import Cars—Nov., p. 36 


Service Manage- 


Tester— 


SMALL BUSINESS ADMINISTRA- 
TION 


SBA “Crisis” Loans—May, p. 5 


STATISTICS 


Look At The Bright Side—Mar., p. 47 
A Slimmer Way To A Fatter Paycheck— 
Mar., p. 48 
Crisis Phony—Utah Poll—Apr., p. 5 
Back-To-Nature—May, p. 63 
The Role Of The Auto—May, p. 63 
Urban Areas, Too—May, p. 63 
Handling Comes First—May, p. 64 
Cars And Commuting—June, p. 56 
Where The Money Goes—July, p. 1 
Still Buying American—July, p. 40 
Empty Tank Blues—Aug., p. 1 
Healthier Executives—Aug., p. 43 
Inflation—Sept., p. 47 
Impressive Statistics—Oct., p. 2 
Toyota Profile—Dec., p. 64 


TAXES 
The Dealer And His Taxes—May, p. 42 


TIRES, BATTERIES & ACCESSORIES 


Goodrich’s Self-Sealing Tire—Feb., p. 6 

Your Tire Will Be Fiat In 125 Miles, Sir!— 
Feb., p. 48 

The Rise Of The Radials—Apr., p. 71 

“Overdrive Five” For Gasoline Economy— 
Apr., p. 7] 

Revolutionizing The Flat Tire—June, p. 56 

Speaking Of Rubber—July, p. 39 

What’s In A Name?—Aug., p. 44 

Radials On The Rise—Oct., p. 2 

Goodyear Rules The Waves—Nov., p. 44 


TOURS 


New Cars And Old Bazaars—A Tour To 
Remember—July, p. 30 

Fun, Food & Fancy—Dec., p. 12 

A (Ten-) Grand Fling For Golfers—Dec., p 
34 . 


Your Pick Of The “Twain”—Dec., p. 36 


Coming in March 


CARS&TRUCKS 


Complete Coverage of Your 


TRAINING PROGRAMS 
Cadillac College—May, p. 6 


TRUCKS 


The Truck Scene—Jan., p. 52 

The Truck Scene—Feb., p. 44 

The Truck Scene—Mar., p. 44 

Truck Scene—May, p. 60 

Truck Scene—June, p. 53 

The Booming World Of Trucks—June, p. 

Two Sides Of The Equipment Distrib 
utor/Chassis Dealer Relationship—June 
» 32 

New Truck Merchandising Begins With A tti- 
tude—June, p- 14 

Earning A Profit Through Full-Service Truck 
Leasing—June, p. 15 

Want A Profit—Or Just Money—From Your 
Service Department?—June, p. 16 

Get Involved With Your Parts 
ment—June, p. 18 

Open-End Leasing: A Good Way To Get 
That Rig On The Road—June, p. 19 

Protecting Your Company’s Three M’s— 
June, p. 20 

Merchandising Trucks Is More Than Just 
Selling—June. p. 21 

Selling Trucks—It Is A Matter Of Keeping 
Both Customers And Employees Happy-— 
June, p. 22 

Looking At This Year’s Truck 
June, p. 30 

Care Of The Heavy-Duty Truck Cooling Sys- 
tem—July, p. 34 

Truck Museum—July, p. 40 

Talking Trucks And Trucking At “fleet 
Week 74°—Aug., p. 30 

Trucks—Oct., p. 42 

Trucks—Dec., p- 61 


r -¢ 
ldepart- 


Modeis— 


USED CARS 


The Changing Face Of The Used Car Mar- 
ket—Mar., p. 7 

Used Car Forum—Mar., p- 8 

Increase Turnover Of High-Mileage Used 
Cars—Mar., p. 12 

Auctions May Be The Answer To Your In 
ventory Problems—Mar., p. 15 

What Kind Of Reconditioning Operation Is 
Best For ‘You?—Mar., p. 16 

Rate Your Sales Force—Mar., p. 18 

Rapid Turnover: Key To Profit On The Used 
Car Lot—Mar., p. 22 

Used Cars—Put Your Best 
ward—Mar., p. 26 

Bring The Customer In With Advertising— 
Mar., p. 2 

Merchandising In 
Mar., p. 31 

Sales Management On The Used Car Lot— 
July, p. 12. 

The Tail That Wags The Dog—Sept.. p. 36 


Model For- 


A Muddled 


Market— 


WAGE-PRICE 


CoC Predicts Small Growth—Feb., ; 


EERE IN 


58TH ANNUAL NADA CONVENTION AND EQUIPMENT EXPOSITIO 


Watch For It 
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